Introduction
The world, in the twenty first century, is unprecedently embracing entrepreneurship development as a more sustainable way of ensuring employment generation and economic development. This came to be against the back drop of the shrinking ability of governments and big organizations to create and provide job opportunities for the ever increasing job seekers. Thus, owing to the mass unemployment, low productivity, high inflation and widespread poverty in Nigeria, the government according to Awogbenle and Iwuamadi (2010) , in the first instance introduced vocational courses in the educational curriculum and currently entrepreneurship development programme. To this day, the focal points of these policies have been to promote self-dependence and self-reliance in the generation of gainful self-employment through the establishment of business organization.
In spite of the prevailing initial challenges in sitting up new business organizations, some enterprising Nigerians have floated Small and Medium Enterprises (SMEs) thereby gainfully employing themselves and to some extent, others. However, as observed by Ottih (2008) , these business organizations do not exist separate and apart from the rest of the society. This implies that the operations of these business organizations as going concerns are influenced by the business environment in the society where they are located.
Entrepreneurship is a management agent. This is because in the course of entrepreneuring, the entrepreneur performs all the functions of management. This therefore makes management skills a necessity for the success of business enterprises. To support this stand point, Jones and George (2008) defined management as planning, organizing, leading and controlling of human and other resources to achieve organizational goals efficiently and affectively. Jones and George further noted that an organization's resources among other factors include management skills and that both education and experience helps the managers to be successful. This study therefore focuses on management skills as an entrepreneurial success factor.
Management Skills
Entrepreneurial learning capability and proactivity have been identified as key dimensions of management skills. Entrepreneurial learning capability has been emphasized in different ways in literature about entrepreneurial capabilities: high-level learning involving the identification and use of new combinations of resources (Sharma and Vredenburg, 1998) ; the entrepreneurial obligation to innovate and develop workers' skills; discovery of talent, ideas and exterior technologies (Russo and Foute, 1997) . Young and Tiller (2006) defined it as entrepreneurial capability to generate and generalize ideas that impact multiple frontiers and business practices, by means of specific business administration initiatives. This capability is composed of three fundamental parts: (1) acquiring, discovering, creating and promoting ideas; (2) sharing ideas internally in the enterprise and; (3) detecting and correcting problems that may lead to failures in the two previous parts.
The proactivity of a business enterprise is considered to be a favourable contribution to the achievement of entrepreneurial success (Barba-Sanchez and Atienza-Sahuquillo, 2010; Agbim and Oriarewo, 2012) . A proactive strategy promotes the adoption of a more advanced entrepreneurial stance. Knowledge, which can be considered the most important strategic resource, is among the resources generated by entrepreneurial learning capability. The ability (entrepreneurial learning) to share this knowledge is the most important factor in achieving and sustaining entrepreneurial success. Entrepreneurial learning capability does not only lead to the development of management skills but also to entrepreneurial success in terms of improved efficiency, cost reductions, higher productivity and it also triggers personal entrepreneurial skills. Enterprises with higher learning capability are more sensitive to changes and tendencies in the market. They are usually more flexible and answer more quickly than their competitors to such changes because entrepreneurial learning provides for the creation of new useful Knowledge for making decisions in the enterprise, allowing for more complete adaptation to the environment and increased efficiency capabilities (Fiol and Lyles, 1985; Snell et al., 1996; Brockmand and Morgan, 2003) . Drucker (1985) suggested that to be successful, a business must meet four requirements of management skills which are: (1) marketing activities and an active business, (2) a strong financial base; (3) building effective top management teams; and (4) active role played by entrepreneurs. Sarasvathy (2001) also listed management skills as one of the factors that affect entrepreneurial performance apart from knowledge, relationships and social networks. Richter and Kemter (2000) examined the factors that determine the success of small businesses. Their study compared successful and less successful organizations. Among the criteria for success are the change in the number of employees since the firm was established, market share, the valuation of economic development and sales issues. Richter and Kemter found that having the ability and competence to control and plan the whole business is an important management skill for business success. In addition, Richter and Kemter stated that more successful business owners have good management skills by offering a special service and paid attention to quality and design of their products or services. Cooperation with similar companies, a flat organizational structure, delegation of responsibility and nurturing management capabilities are also management skills that determine business success. Appostilidis (1977) outlined six characteristics for successful entrepreneurs. All six cases were on management skills. The characteristics are the ability to detect and respond quickly to market changes and the appropriate changes in buying habits, having an attractive product range to gain market share which is in accordance with the firm's size and ability, to have sufficient capital, possess management expertise and create a master plan for growth. All these business management skills are essential for the success of entrepreneurs. Neshamba (2000) Found that other than experience, the skills acquired at work are important factors that contributes to business growth. Pratt (2001) also identified through the study made by the Kenya Management Assistance Programme (K-MAP) that to have business skills is an important factor for business success. According to Conger (1999) , businesses operate in an unstable environment. It changes regularly and forces the entrepreneurs to forecast changes, always prepare their employees to operate in a changing environment. Thus, to have the requisite management skills that are essential for as entrepreneur to lead and not just to manage in order to continue to compete and be successful in such circumstances.
Among the necessary management skills that entrepreneurs need to have is a good plan. This in turn can help the entrepreneurs in business marketing and earn the trust of customers and suppliers (Batten, 2002) and thereby contribute to business success. Perelman (2001) reviewed the management style of women entrepreneurs in high technology industries, in a rapidly changing environment. These entrepreneurs were found to make decisions in an environment that is clouded by uncertainty and ambiguity, thus, good decision is largely dependent on their judgment. Perelman found that to be successful in their businesses, decisions that they made needed to reflect the changing needs of high-tech industries. In addition, there were flexibility in risk-taking, focus, personal involvement in day-to-day running of the business, creativity, energy renewal (innovation), understanding (insight) and business impulse (intuition). All these were required to ensure good management skills.
Giving power and responsibility to the workers involves revamping the organizational structure of the business. This among others means specialization conducted during work. For example, there are individuals who manage the accounts and finance, while others specialize in marketing and resource management in the organization. Thus, the operation can be performed more efficiently and effectively, enabling the organization to compete in the same sector. However, only those who are self-reliant and excise prudent financial management without seeking help from any party can be deemed as successful entrepreneurs. This will make them independent to face all the challenges (including changes in the environment) that are inherent in their business undertakings (Timmons and Spinelli, 2000; Hisrich et al., 2002 ).
In conclusion, based on the literature reviewed, some of the most important management skills which affect entrepreneurial success are listed in Table 1 . Skills to act quickly on detecting changes in the environment. 3.
Skills to maintain good customer relations. 4.
Skills to detect changes in the environment. 5.
Skills to ensure that financial records are maintained.
6. Skills to assess sales problems. 7.
Skills to obtain market share that suits the size and capability of the business. 8.
Skills to secure capital. 9.
Management expertise skills. 10.
Skills to attract and keep competent employees. 11.
Good cost control skills. 12.
Skills to arrange organizational structure with clear lines of authority. 13.
Skills to focus on quality and design of the products. 14.
Skills in working together with other businesses in the same industry. 15.
Skills to provide attractive range of products. 16.
Skills to delegate responsibility to employees when necessary. 17.
Marketing strategy skills.
III. Methodology
The unit for this study is the entrepreneur. Using the Yaro-Yamen sample size determination method, 366 study samples were taken from the 4,375 SMEs entrepreneurs in the major markets in Makurdi town. The markets are: Modern market, North bank market, Wurukum market, High level market and Wadata market. The trade sector was chosen because it is one of the biggest sectors in the town.
Systematic sampling technique was adopted to select the 366 entrepreneurs.This entailed administering the questionnaires on the entrepreneurs after every 12 shops on all the main lines and the lines transversing the main lines. This was done in each of the markets. Due to the low educational level of the trade entrepreneurs, the enumerators assisted those traders who could not complete the questionnaire in doing so. The questionnaire for the study was divided into 3 sections: section A captured the entrepreneurs' demographics; section B assessed the entrepreneurs' management skills; and section C measured the entrepreneurs' success. The reliability test for factors in sections B and C yielded a Cronbach alpha of 0.87 and 0.82 respectively, the questionnaire was validated by experts in the field. Sections B and C were measured on a Likert scale of 1 (strongly disagree) to 5 (strongly agree). The entrepreneurs' success adopted a non-financial record. This is due to the fact that many SMEs do not keep proper financial records and their refusal to disclose their financial standing to the public.The collected data were analyzed using Principal Component Analysis (PCA) and regression analysis.
Results

Respondents' Demographic
Of the 366 questionnaires sent out, a total of 241 were successfully received back. Hence, the response rate was 66%. Table 2 shows that, majority (57%) of the respondents were males; the mean age range is 30-39 years; 55% of the respondents had at least secondary school education; majority (41%) of them have had between 11-20 years experience in trading; and 63% of them were married. 
Principal Component Analysis (PCA)
Data on the 17 management skills were collapsed using PCA so as to obtain the management skills with the most significant effect on entrepreneurial success. Thus, the Statistical Package for Social Science (SPSS, version 18.0) was employed to generate the correlation matrix and the ordinary and rotated (using the varimax rotation method) component matrices of the variables.
The correlation matrix in Table 3 shows that some of the variables are positively correlated while others are negatively correlated. Also, while some of the variables depict a strong positive correlation among themselves, others show a weak positive correlation among themselves. This, thus, implies that there is both a direct and inverse relationship among the management skills that affect entrepreneurial success. Consequently, the extraction of the significant coefficients for ordinary and rotated matrices was based on Kaiser-Meyer Olkin (KMO) principle. Based on this principle, coefficients above the 0.60 threshold were selected as significant for the analysis.
It is therefore evident from Table 3 that there is strong correlation between X 6 and X 1 , that is, skills to assess sales problems, and planning and budgeting skills (-0.735); X 14 and X 1 , that is, skills in working together with other businesses in similar industry, and planning and budgeting skills (-0.605); X 17 and X 1 , that is, marketing strategy skills, and planning and budgeting skills (-0.784); X 6 and X 3 , that is, skills to assess sales problems and skills to maintain good customer relations (0.741); X 17 and X 6 , that is, marketing strategy skills and skills to assess sales problems (-0.852); X 13 and X 7 , that is, skills to focus on quality and design of the products, and skills to obtain market share that suites the size and capability of the business (0.742); and X 14 and X 11 , that is, skills in working together with other businesses in the same industry and good cost control skills (0.762). These relationships are significant because the values are above the 0.60 threshold.
TABLE 3: A Diagonal Correlation Matrix of Management Skills
However, there are some management skills that are negative and also have weak relationships among themselves. This, made it difficult to obtain the management skills with the highest effect. Therefore, a principal component matrix showing eigen value, percentage variance and cumulative percentage of the management skills or variables in the components is computed. Based on the Kaiser-Meyer Olkin (KMO) extraction method that eigen values less than 1 are not significant, Table 4 shows five (5) Note: Loading significant at +/ -0.60 (significant loadings are in parenthesis). Note: Loadings are significant at +/ -0.60 (significant loadings are in parenthesis).
Owing to the random nature of the correlation matrix, a definite association between the variables cannot be inferred. Thus, since the rotation method ensures the spread of variables from lower to higher components; the varimax (or variance maximization) rotation method of principal component analysis was employed to identify the variables with significant correlation among the 17 variables. Consequent upon this, the significant variables (based on the threshold of +/-0.60) were rotated and this gave rise to eigen values of Table 5 .
Component one (skills for planning and budgeting for a marketing strategy that provides attractive range of products) loaded heavily on planning and budgeting skills (0.850), skills to provide attractive range of products (0.840), and marketing strategy skills (0.860). Thus, skills for planning and budgeting for a marketing strategy that provides attractive range of products explains 26.629% of the total variance.
Component two (skills to act quickly on detecting changes in the environment) loaded heavily on skills to act quickly on detecting changes in the environment (0.700) and skills to detect changes in the environment (0.750). This dimension explains a further 13.994% of the total variance.
Component three (skills for assessing sales problems as a way of maintaining good customer relations) loaded heavily on skills to maintain good customer relations (0.370) and skills to assess sales problems (0.725). Therefore, skills for assessing sales problems as a way of maintaining good customer relations explained 12.968% of the total variations.
Component four (skills to focus on product quality so as to capture a sizeable market share) loaded heavily on skills to obtain market share that suits the size and capability of the business (0.905) and skills to focus on quality and design of the products (0.780). This dimension explains 8.767% of the total variations.
Component five (management expertise skills to attract and keep component employees) loaded heavily on management expertise skills (0.630), and skills to attract and keep competent employees (0.651). Thus, management expertise skills to attract and keep competent employees explained 8.034% of the total variations.
It is therefore obvious from the foregoing that the 17 management skills or variables have been collapsed into 5 new management skills or variables which explained 70.391% of the variance initially explained by all the 17 variables. The remaining are redundant and unexplained as they only contributed a residual variation of 29.609% spread across them. The conclusion therefore is that entrepreneurial success is influenced by 5 management skills, viz: skills for planning and budgeting for a marketing strategy that provides attractive range of products; skills to act quickly on detecting changes in the environment; skills for assessing sales problems as a way of maintaining good customer relations; skills to focus on product quality so as to capture a sizeable market share; and management expertise skills to attract and keep competent employees. These 5 variables are then used for the regression for the relative contribution of each of them to entrepreneurial success.
Regression for the Relative Contribution of the 5 Variables to Entrepreneurial Success
Regression analysis was used to compute the relative contribution of each of the 5 variables. This was obtained by introducing the 5 independent variables at each computation. The change in R 2 is regarded as the relative contribution to entrepreneurial success. 
Note:
SkillsPBMarkS = Skills for planning and budgeting for a marketing strategy that provides attractive range of products. SkillsQuiDechEnv = Skills to act quickly on detecting changes in the environment. SkillsASeSPrGoCuRel = Skills for assessing sales problems as a way of maintaining good customer relations. SkillsFoPrQuCaMarSha = Skills to focus on product quality so as to capture a sizeable market share. MgExSkillComEmp = Management expertise skills to attract and keep competent employees. Table 6 reveals that the independent variables are positively and significantly related to entrepreneurial success. That is: skills for planning and budgeting for a marketing strategy that provides attractive range of products made 39% relative contribution to entrepreneurial success; skills to act quickly on detecting changes in the environment made a 26% relative contribution to entrepreneurial success; 23% relative contribution to entrepreneurial success was made by skills for assessing sales problems as a way of maintaining good customer relations; skills to focus on product quality so as to capture a sizeable market share made a 30% relative contribution to entrepreneurial success; and a 21% relative contribution to entrepreneurial success was made by management expertise skills to attract and keep competent employees. Thus, skills for planning and budgeting for a marketing strategy that provides attractive range of products made the highest relative contribution, while management expertise skills to attract and keep competent employees made the least relative contribution.
IV. Discussion
Studies have shown that SMEs focus on management skills to ensure a long-run performance of their firms (Analoui and Karami, 2003) . Effective managers need management skills to perform more effectively and effectively. Thus, ambitious or prospective managers constantly seek to development management skills since the absence of one type of management skill could lead to business failure (Jones and George, 2008) . Thus, owing to the increase in trading activities and the number of SMEs in the trading sector in Makurdi town, the study was designed to examine the relative contribution of management skills to entrepreneurial success. It was found that the increasing entrepreneurial success was associated with skills for planning and budgeting for a marketing strategy that provides attractive range of products, skills to act quickly on detecting changes in the environment, skills for assessing sales problems as a way of maintaining good customer relations, skills to focus on product quality so as to capture a sizeable market share, and management expertise skills to attract and keep competent employees. The finding of the present study is in line with that of Sarasvathy (2001) . Sarasvathy found that management skills affect entrepreneurial performance.
The success of an organization largely depends on how well it defines, understands and faces changes in its environment (Gupta, 1995) . The reason for this is that organizations are assumed to be an open system, thus interaction between these organizations and their environment is inevitable (Analoui and Karami, 2003) . This therefore connotes the primacy of planning in business. Jones and George (2008) opined that when managers plan, they must forecast what may happen in future in order to decide what to do in the present. The better their predictions, the more effective will be the strategies they formulate to take advantage of future opportunities and counter emerging competitive threats in the environment. Furthermore, to remain competitive, managers are resorting to a better handling of their employees and high quality products as a strategy to reduce sales problem and increase market share (Matsuno and 
V. Conclusion and Recommendations
Management skills have been identified as one of the key factors for entrepreneurial success. It was found that entrepreneurial success in the trade sector is most associated with skills for planning and budgeting for a marketing strategy that provides attractive range of products, followed by skills to act quickly on detecting changes in the environment, skills for assessing sales problems as a way of maintaining good customer relations, and management expertise skills to attract and keep competent employees. The study therefore recommends the sensitization of the trade entrepreneurs who wish to develop their management skills to concentrate on the identified factors either through training or short courses. Also, the entrepreneurs can alternatively seek the services of a more skillful and committed employee. Further, future studies can focus on sectors such as manufacturing and services, and other skills that enhance entrepreneurial success such as technical skills and personal entrepreneurial skills.
